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Advanced Consultative Selling Skills Programme 
 

 Challenge: Presenting a complex business proposition is one of the most 

challenging communication briefs. Success begins with exceptionally tightly 

crafted key messages. The presenter’s challenge is to simultaneously engage, 

excite and educate the audience, while persuading them as to the benefits of 

the proposal. Such complex communications often use multiple media, which 

need to be tightly integrated with the presenter’s script in order to be effective.  

A well trained account team, equipped with an outstanding presentation and 

the skills to deliver it well, stand a better chance of closing the deal. Products 

do not sell themselves and customers do not buy on either features or price. 

They buy on value and emotion – how well they feel your offering fits their 

business need. Grasp this point and steal a march on your competition.  

 
 

 

Format:   

 

Delegates: Maximum class size is normally five five five five delegates. 

 

 

 

 

 
 

 
Method:  
Pre-programme survey 
Delegates are invited to complete an on-line survey prior to the programme, in 

which they are asked to identify specific, personal success criteria.  

Programme notes 
Each delegate receives a copy of Successful Speaking Secrets Quick 
Reference, winner of the International Book Awards 2010 (Business Sales 

category), in additional to extensive additional notes. 

Content outline 
Each programme comprises two modules, which are bought and scheduled 

together as one programme. In ModuleModuleModuleModule One One One One (comprising three days) delegates 

learn and practice a combination of advanced facilitative selling and 

presentation skills. This is a highly participative process, making extensive use 

of video recording, rôle play and case studies. Each delegate’s performance, 

including their coaching, is recorded to video for post-programme review.  

 

ModuleModuleModuleModule Two Two Two Two is scheduled to follow module one after an interval of four-six 

weeks. It is a natural follow-on and reinforcement of the skills learned and 

practice in module one. Consultative selling represents significant behavioural 

change, which takes time and application. Module two gives delegates the 

chance to report on real usage of their new skills and also the opportunity to 

overcome any difficulties they’ve discovered when using their new skills.  
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Advanced Consultative Selling Skills – Outcomes:  

 

� Because your presentation engages your customer's emotions, they'll be 

more likely to buy from you  

� Your key messages will be more likely to spread virally, as they’re easier 

to recall and people will enjoy speaking about them 

� You’ll stand out from the competition, because your presentations are so 

superior 

� Because you explain things so well, you’ll become your customer’s 

default expert source - they'll pick up the phone and speak to you when 

they want advice 

 

 

 
 
 

”It couldn't have been better. This has filled a huge gap (chasm) in my knowl”It couldn't have been better. This has filled a huge gap (chasm) in my knowl”It couldn't have been better. This has filled a huge gap (chasm) in my knowl”It couldn't have been better. This has filled a huge gap (chasm) in my knowledge.”edge.”edge.”edge.” 

Carolyn Crook

Real people, just like you, 
have enjoyed great results.

Why not join them?

“I went to see Chris Davidson with 76 

PowerPoint slides. By the time he had 

finished I had seven. I now have a 

sales presentation I can deliver in 10 

minutes, 1½ hours, or anytime in 

between – and our business has gone 

up by 30%.” Sanjay Sauldie

“It was excellent - can't think of 

a way to improve it. The six 

ways of influencing people I will 

use in our promotional flyers.”

Garry Fowler

“Illuminating and inspirational. 
Practical, with direct relevance -
tools and techniques which seem 
achievable immediately.”Richard Anderson

“Chris Davidson helped me prepare a 

critic
al presentation to the European 

sales force of one of our key clients. A
s 

a re
sult o

f th
at presentation we’ve 

conducted more than €250,000 of 

sales tra
ining.” Heiko van Eckert
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